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Are We Keeping Pace?
By: Alice W. Sandstrom, C.P.A.
The Children’s Orthopedic Hospital
Seattle, Washington

If I asked you the question: “Are we keeping
pace with the educational facilities and other
opportunities that are before us?” I am sure
that most of you would reply that we are
keeping pace and we are particularly proud
of the progress that women have made in the
last 10 or 15 years. I agree with this, in part,
but I am also concerned about the future of
women in professional, supervisory and execu
tive positions.
The Census Bureau classified 1,021,000
women in the “managers, officials and proprie
tors” group as of 1960, compared with 450,000
women in this category in 1940. We know from
personal observation that the number of women
CPAs has increased greatly throughout the
country during the same period, as has the
number of physicians and attorneys. We now
have 6,600 women engineers in the United
States, 9,000 women bank officers, 1,000 wom
en in high civil service positions, and 150
women are foreign service officers. In view of
these overall statistics we can indeed be ex
tremely proud of the progress that has been
made.
And yet I am deeply concerned with what
is happening to women in professional and
management careers. There is “handwriting on
the wall” that makes me wonder if the door
is being closed on us and what we can do
about it.
You might ask, “What do you mean, the
door is being closed? It is known that there
are more women CPAs, more attorneys, more
physicians, more engineers, more bank officers
—more women in practically every field—than
there were ten years ago. It appears the door
is opening ever wider!”
As recently as 1959 the majority of primary
and secondary school teachers were women.
Yet in 1961 over half of the high school teach
ers were men. Even in the early 50s many of
the principals and assistant principals were
women. Now we find that all of these prin
cipals and vice-principals are being replaced
by men. Men are also beginning to enter the
primary grades as teachers at a very rapid
rate.

Another field showing a decisive increase of
men and a corresponding decrease of women
is that of hospital administration. Women or
ganized and operated the early hospitals.
Today, only a small minority of hospitals have
women administrators.

In 1951 there were 1,454 women adminis
trators in the 5,982 non-Catholic general and
special hospitals in the United States. In 1961
in the 6,055 hospitals in the same category the
number of women administrators had dropped
to 939—a decrease of 35% in just 10 years.
There are now only 128 women administering
the larger hospitals of 100 beds or over.
In the foregoing statistics, the 860 general
and special hospitals operated by Catholic
orders in the United States have not been in
cluded. Traditionally these hospitals are ad
ministered by a Sister of the order in charge.
However, even in the larger of these hospitals
there is a growing practice of hiring a layman
assistant administrator.
This decrease in women is also evident in
hospital accounting field. It was not too many
years ago that, when I attended a hospital
accountants’ meeting, more than half of those
present were women. Now this picture has
been reversed with the majority in attendance
being men.
Why is it that more men are coming into
the fields that were until recently the primary
domain of women?

The most obvious reason, of course, is
“money”—in the form of increasing salaries
in the fields formerly dominated by women.
Until recently the salaries paid teachers, edu
cational administrators and hospital super
visors were not attractive to men with families
to support, and therefore they were more than
satisfied to leave these pursuits to the gentle
sex. As the teachers’ long, patient struggle for
better pay began to result in upgrading of
salaries, men naturally became more inter
ested in teaching as a vocation. The same has
been true in hospitals. Since the war, with
the health insurance increasing from coverage
of 10% of the civilian population to coverage
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of 75% of the population, there has been
greater utilization of hospitals; and hospitals
are now in a position to pay a great deal more
for their administrative officers. Most hos
pitals with over 100 beds now are offering from
$10,000 to $20,000 a year for an administra
tor and for this sum they can attract competent
men. Even assistant administrators in the ma
jority of hospitals are men and this trend is
also being reflected in the selection of depart
ment directors. Where previously, for example,
in the executive housekeeping field, we found
only women, more men are entering the field.
The same is true in laundry departments. In
the not too distant future men may be taking
over the dietary department in hospitals.
This leaves the director of nursing as one
of the last major department head positions to
be held firmly by a woman, but tomorrow—
who knows? When nurses’ salaries become
comparable to those of teachers we may well
find more male nurses and they will aspire to
the supervisory positions.
So this is the status in the fifth largest in
dustry in the United States today. An industry
formerly wide open for women is slowly closing
its doors on all top level positions with men
taking over.
We find, of course, that women still have a
great many opportunities in industry in charge
of clerical divisions, in secretarial work and
semi-professional work and we can always find
the exceptional woman who has been able to
take over a greater executive position. But as
time goes along and if the labor market re
mains plentiful, will we not see the door
closing on women in other fields and positions?
So, do we shrug our shoulders and say
“Higher salaries in certain fields have attracted
men and they are eliminating women from the
running, and that’s that!”?
But that is only half the picture. True, this
economic trend is set and surely we cannot—
and definitely would not—wish to drop salaries
in any field back to a level that would again
limit that field specifically to women. But there
is something we could be doing where we
may not be keeping pace with our opportu
nities. The jobs are still there in ever increasing
numbers as we all know. Higher salaries are
being offered and employers naturally want
the most for their money. If a man has better
prepared himself to handle a certain job than
a woman applying for the same position, can
we blame the employer for hiring the man?
This is exactly what may be happening. Men
are willing to obtain the education and training
necessary to promote themselves while too
many women feel they can coast along for
years expecting their original qualifications to
open all doors for them.
Many women are afflicted with an ailment

termed “temporaryitis.” This does not refer
to the turnover among women employees or to
job-hopping. It does refer to the attitude of
many women who embark on their careers
with the notion, although it may only be a
sub-conscious notion, that employment is only
temporary or secondary to marriage and raising
a family. This may very well be true and few
will argue women’s ultimate goal in life—but
if a woman takes a job—any job—she should
take it with the attitude that she should keep
pace with that job and continue her educa
tion and training so that she is ready for the
next step, whether or not she ever takes it.
The R.N. who has been administrator of a
small hospital since she graduated with her
B.S. from a school of nursing ten years ago
cannot expect to be considered in an equal
light with the man who has his master’s degree
in hospital administration plus several years
experience administering a hospital. If the R.N.
had taken only one year out of her career to
obtain the same degree she would be ahead of
the male applicant because she would have
the experience to accompany her education.
The sixth grade teacher who has her B.A.
and has taught for 15 years in several fine
schools within a system should not be
shocked and hurt when she is not considered
for the position of vice-principal and a young
man with his M.A. in education and guidance
counselling is selected although he has only
taught for a few years.
It is true that there are many positions for
which a man and a woman of equal education
and ability compete and the man is chosen be
cause “they want a man.” That is the employ
er’s prerogative. But there are also many spots
where “they want a woman,” if they can only
find a woman who is equally well, or prefer
ably better, qualified than male applicants.
Women must take every opportunity to ad
vance their skills and knowledge. If it means
attending night school to take advantage of the
wealth of adult education courses now being
offered, that must be done. If it means skimp
ing by for a year or so to return to college
for advanced education, that must be done.
The woman must read everything she can put
her hands on that will keep her up to date
and knowledgeable in her field. If she is by
passed, she herself may be responsible. She no
longer needs to engage in the feminist battles.
All the major obstacles have been removed
from the path of the working woman and she
does have equal rights. But she cannot sit at
her desk and say, “I have the right to be here,
so here I am and here I will stay.” Equal
rights means earning that right every day just
as men must.
Training and education can make women
competent, but there is more to holding a top

level position than competency, much as some
women hate to admit it. What are a few of the
other essentials in keeping pace?
The well-worn phrase “importance of hu
man relationships,” is used hesitantly, but I
know of no better way to express it and
human relationships rank definitely at the top
of the list. Of course they vary in importance
with the type of work and the surroundings.
But a person who cannot “get along” with
her fellow human beings has two strikes
against her in achieving any good position and
three strikes against her in achieving a super
visory position. Many employers would rather
hire the individual who works well with others
than the person with a bit more knowledge
of the job. Perhaps this comes from bitter
experience, but an employee who cannot work
agreeably with others surely causes more head
aches to an employer than the person who
makes an occasional honest error.
The importance of being able to understand
the other person’s viewpoint; being able to
talk to another person about his conduct in
such a way that he will understand that you
are trying to help rather than merely criticize,
cannot be over-emphasized. Actually, this
ability should be second-nature to a woman.
Supposedly she has the compassion and sense
of fairness to achieve complete harmony in
human relationships. But, unfortunately this is
not always true.
Two specific supervisory skills are closely
connected to this getting along with others.
They are communicating and delegating.
So many unnecessary problems that arise
during a work day are the result of poor com
munications. There is a vast difference be
tween “telling” and “communicating.” The
definition of communicating is “to make com
mon to both parties the knowledge conveyed.”
If this does not occur, then we have not com
municated. We have only written or spoken
and we need not have bothered if we have
not conveyed our meaning. This is a skill that
can be learned and if we are weak in it we
should concentrate on improvement.
Successful delegation is the second key to
the well-organized office and the calm de
meanor of the supervisor. Many an excellent
worker with a broad knowledge of her field
and numerous abilities, has found the role of
supervisor one of chaos and discomfort. She
cannot possibly continue to handle all the work
of the office personally when placed in a
supervisory position and in attempting to do so
is not being fair to herself or the job. The
supervisor must make a definite stand against
becoming involved in details. The overall view
of the functions of the office is her realm and
she must have the confidence in herself and in
others to delegate authority wherever appro

priate. If she is fearful of losing control of any
part of her job, she cannot delegate, and if
she cannot delegate then she cannot supervise.
Furthermore, the process of delegation pro
vides a proving ground for other employees. If
women do not give other qualified women an
opportunity to attempt a broader area of
responsibility, they are merely assisting in the
closing of doors to other women.
Second only to the importance of human
relationships is the matter of appearance and
grooming. “Pretty is as pretty does” is fine
sounding, but not completely valid in evalua
tion of women as executives. It is true that a
Model-T motor secluded under the hood of a
Lincoln Continental chassis would not fool the
public for long; but by the same token, a
Lincoln Continental engine hidden beneath
the rusty hood of a Model-T auto would not
even be looked at or given a chance to com
pete for honors. Women must give themselves
the chance to be considered by presenting an
appearance equal to their abilities.
The 20th century is an age of full realiza
tion of the importance of appearance. The
buildings of industry today exemplify this.
How beautiful are the entrances through which
the customers enter. The tasteful furnishings
of offices and reception rooms depict the atti
tude of industry toward appearance. Naturally
the industrialist will be as concerned with the
appearance of the employees who are to
represent him as he is with the building which
houses his activities.
Department stores have long been aware of
the need for their employees to present an
appearance conducive to gaining confidence
of their customers. Yet we find that many
working women do not appear to give as much
thought to personal appearance as do men.
This seems odd indeed in a world where wom
en have always been accepted as style and
fashion conscious. But how many of the
women selected as the ten best-dressed women
each year come from the ranks of career
women? That women are gainfully employed
is not an excuse for carelessness in appearance.
With men this trend toward tasteful dress has
received great impetus during the last few
years and perhaps, for this reason, they are
more acutely aware of it and therefore are
keeping pace somewhat better than women.
The next time you attend a meeting of male
and female executives, glance around and see
if you find that the men look smoother—or
sharper, for lack of a better word. Some may
feel that it is much easier for a man to appear
well groomed—a clean white shirt, polished
shoes and a hair cut and he looks very present
able. A woman does not have to spend vast

The High Cost of Single Blessedness
By: Grace S. Highfield, C.P.A.
Gattner, Price & Highfield
Columbus, Ohio

Much has been said and written about the
inequities in our present income tax law, and
volumes have been printed on theories to
correct these inequities, with or without reduc
tion of income to the Federal Government.
To equalize the tax burden between married
couples in common law states and those of
community property states, income-splitting
for all married taxpayers was enacted by the
Revenue Act of 1948. The Revenue Act of
1951 provided special treatment for heads of
household allowing them about 50 per cent
of the benefits of income-splitting.
What about the tax burden against the
single taxpayer in the area of income, gift,
social security, and estate taxes?
First let us compare the income tax paid by
a married taxpayer without children vs. a
single taxpayer, both using the standard de
duction.

Adjusted
gross
income
before
deductions
and
exemptions
$ 10,000
25,000
50,000
100,000

Income
tax for
married
taxpayer
$ 1,636
6,344
19,002
52,056

Income
tax for
single
taxpayer
$ 2,096
9,206
25,668
65,928

Difference
$

460
2,862
6,666
13,872

We are led to believe that our tax system is
based on the premise of ability to pay, but is
the single taxpayer really able to carry this
disproportionate share of the tax load? Living
expenses of a single individual do not vary
much from those of a married couple without
children. Items of rent, heat, utilities and auto
expense are practically the same. Of course,
recreation, clothing, and medical expense for
the married couple would be higher. Single
taxpayers (because they have no responsi
bilities) are often expected to assist with all the
family emergencies and to provide for partially
dependent relatives. They get no tax relief if
they can’t claim an exemption for these de
pendents.
At first glance these differences may not
seem so great, but over a period of years the
accumulation becomes fantastic.

Let us assume that, though the single tax
payer has had to carry a greater burden of the
income tax load than appears to be equitable,
he has saved some money and desires to make
a gift to one individual in excess of the $3,000
annual exclusion. The married taxpayer is also
going to make a gift to which his wife has
consented and, consequently, they have an
annual exclusion of $6,000 per donee. This is
the tax result.
Total gift
in excess
of annual
exclusion
$ 60,000
120,000
250,000
500,000

Gift tax
for
married
taxpayer
-0$ 4,500
28,950
85,050

Gift tax
for
single
taxpayer
$

2,250
13,425
42,525
102,075

Difference
$ 2,250
8,925
13,575
17,025

If the husband had given the above gift to
his wife, there would be a further reduction
of the gift tax.
Now assume that our taxpayers have arrived
at an age for retirement and are ready to reap
their rewards in the form of social security
benefits. These taxpayers have worked the
same number of years, received the same salary
and have had identical amounts withheld from
their salaries for F.I.C.A. payments. At
present the single taxpayer will receive ap
proximately $120 per month, while the married
couple will get $180 per month.
The final tax bite comes when the estates
of the taxpayers are settled. It is questionable
that the single taxpayer can acquire as large
an estate as the married taxpayer, but to com
pare the tax consequences we will assume that
their estates are identical.
If both taxpayers leave a net taxable estate
of $100,000 the Federal estate tax for each
taxpayer will be $4,800 before credit for state
death taxes paid. If the married taxpayer
leaves all or at least one-half of his estate to
his wife there will be no Federal tax on his
estate. If he leaves all of his estate to his wife
the tax on this $100,000 will be $4,800 at her
death. At this point there is no difference
except the payment of $4,800 has been de
ferred in the case of the married taxpayer.
However, if the married taxpayer leaves

Accounting for Trade or Barter Agreements
in
Radio and Television
By: Julianna Royal, C.P.A.
Business Manager-KCOP-TV
Hollywood, California

As accountants I know that you correlate
your everyday experiences and encounters
with goods and services with their place on
the owner’s balance sheet.
In this connection you may have wondered
about the prizes given to contestants on quiz
shows or the “give aways” handed to a studio
audience member interviewed by a master of
ceremonies.
These seemingly simple transactions are
actually part of much larger complex of trade
or barter agreements entered into by broad
casters with suppliers or trade brokers.
The single characteristic which sets these
“trades” apart is that the station buys prizes,
give aways or other merchandise it may need
with commercial air time rather than with
cash.
For example: Station KKK-TV wishes to
award a new car to the winner of a quiz show
and to acquire this car by a trade agreement.
The station may approach a local car dealer
with a proposal that commercial time will be
made available to the dealer. The dealer is
interested because he acquires advertising
time based on the retail value of the car
(and sometimes even more) to be traded with
out having to pay out cash for it and, in
addition, his firm is mentioned at the time
the car is awarded and, in many cases, also
in the promotional announcements the station
makes for the show itself.
The reason these trade agreements are so
common in broadcasting is that the inventory
a radio or television station has for sale con
sists of seconds and minutes of air time avail
able for commercials. If these are not sold
prior to broadcast time, the inventory is
worthless and gone forever. Trade transac
tions traditionally involve flexible scheduling
of commercials by the station to allow for
accommodation, first, of all spots purchased
for cash. Naturally, if the advertiser trading
merchandise for time is willing to accept a
flexible schedule, to be pre-empted on short
notice, and to wait for the slack broadcasting
hours, he may demand more total time than
if he were spending cash and had a firm sched
ule in prime time. Depending on the market
factors in effect at the time each trade agree-

ment is negotiated the ratio of the value of air
time given to the value of the merchandise
received may vary from 1-1 to 4-1 or higher.
We will discuss the accounting implications
of the ratio after the other variables in these
trades have been explored.
There are many types of merchandise or
services for which a station may trade time.
The types cover almost every category on the
asset side of the balance sheet.
Cash is the first one and may surprise you
but, when traded on a ratio, it really ap
proaches a normal loan transaction.
Programs on film or tape are traded by the
stations principally from the large time brok
ers who barter programming, electronic equip
ment, or bulk purchases of prize merchandise.
Programs (except for nationally originated
shows) in broadcasting are generally pur
chased on a license basis. The station buying
the program enters into a contract for the
license to broadcast a particular program, or
series of programs, over a specified period of
time and generally for a specified number of
repeat runs. A station’s program inventory
is not an income-producing one in the usual
accounting sense but is more in the nature
of a deferred charge to be amortized as the
program is broadcast.
Supplies and other rights to services are
traded, among others, for:
Home appliances
Cars
Hotel accommodations
Airplane travel
Clothing
Carpeting
Houses
Swimming pools
Cameras
Boats
Monthly rental of cars or trucks
Newspaper advertising space
Television and radio stations require a
quantity of electronic equipment for their
studios and transmitters. This equipment needs
to be expanded or replaced as the program
needs of the station change or as the equip
ment becomes obsolete. Most of this could
be traded if the station is interested.

From this analysis you can see that a sta
tion could fulfill many of its requirements by
trade agreements.
Now you will ask, “But do all these sup
pliers really want to use the air time avail
able to them for advertising their own
products?” The answer is “No.” Wholesalers
of film or electronic equipment, for instance,
generally find the best use of their advertising
dollar to be in their own trade press. There
fore, the time broker enters the picture. He
acts as the middle man between the adver
tiser whose product is not subject to a large
trade demand, e.g. cosmetics, and the trader
who does not need television or radio time. This
middle man frequently deals on one hand
with advertising agencies and on the other
with the broadcaster; whereas in a cash trans
action the broadcaster generally deals directly
with the advertising agency.
Up to this point, what I have described
is common to most stations. The items needed,
the negotiations on a ratio basis and the mid
dle man entering into some large transactions.
The differences in the accounting treatment
and control arise because there are presently
no generally accepted methods of recording
these agreements nor have they been fitted
into the internal control procedures applied
to all other transactions in cash or by check
at the station.
I will discuss some of the accounting factors
involved in these agreements:
Contract terms
Recording of contracts
Period used for picking up income or
expense
Statement presentation
Internal control of income and expense
and give you my recommendations in each
case.
Contract terms may include a specified
length of time within which the commercial
air time is to be used. If not used, it should
be specified that it will be forfeited. Com
mission to an advertising agency may be
included—although this is not the rule. If
it is included, it should be specified whether
it is to be paid in cash or in more air time.
A contract may be one with no specified end
ing date where both parties render services
on a recurring basis—such as rental of equip
ment for a specified amount of air time
monthly. In these cases it is important to
agree upon a notice period where either
party may terminate. The merchandise to be
delivered or the service to be rendered should
be clearly specified and a dollar value as
signed. If a ratio is involved, it should be
clearly specified. In some contracts the serv
ices rendered will be accompanied by cash

obligations for auxiliary facilities or labor.
These should be clearly described.
In actual practice the contracts described
above range anywhere from a discussion and
a handshake to lengthy, specific documents.
The accountant is charged with the job of get
ting all the facts whether the contract is writ
ten or oral. My recommendation is to have a
written contract, or at the least a simple memo
form, of agreement in all cases.
The point to be covered in recording of
contracts is whether they are recorded at all.
Some stations take the position that there is
no need to record the contracts because they
represent the utilization of otherwise valueless
air time and therefore are of no monetary
value worth recording. Other stations record
trade agreements for assets only, such as
filmed programs or equipment, and do not
record contracts for current expense items,
such as prizes to be given away. In my opinion,
all of these contracts have a monetary value,
or else they would never have been negotiated,
and, therefore, they should be recorded on the
books.
This leads us to the question of valuation
of contracts. If the contract is on a 1-1 ratio,
is it realistic even so? Or could the item have
been purchased for less by paying cash? Car
trade agreements, for example, are generally
negotiated at list, but it is well known that
a cash customer may get a substantial dis
count. Therefore, it seems reasonable to use
the cash value as a recording basis. Some
stations take the position that they will record
the value of the air time given at its pub
lished rate. Therefore, if a contract is on a
ratio basis, they will record the top dollar,
e.g. a car purchased on a 1½-1 ratio may be
booked at $4,500 if its list price is $3,000.
The reasoning here is that the air time used
is listed at $4,500 and if sold for cash would
have brought that much money to the station.
My recommendation here is based on the
conservative accounting approach which calls
for pricing at the lower of cost or market—
therefore, I would value all contracts at the
market or cash value of all goods or services
received by the station.
Income from trade agreements is derived
from the broadcasting of the commercials con
tracted for and the expense comes from the
use or amortization of the items received in
the contract. Strong differences of opinion are
held in the industry over the period for
recording income and expense. Some stations
record the income and expense in the same
month (either when the service is used or
when the air time is run) and other stations
record the income when the time is used

TAX FORUM
DOROTHEA WATSON, C.P.A.

The Revenue Act of 1962 added two sec
tions which can have an effect on the charitable
contributions deduction. One is a relief mea
sure and the other acts to limit the amount of
the allowable deduction. The Revenue Act
of 1962 also considerably broadened the in
formation reporting requirements for years
after 1962.
Charitable Contributions and
Long-Term Income
A taxpayer who receives long-term income
in one taxable year for services performed
over a period of thirty-six months or more is
permitted to spread back this long-term in
come for the purposes of computing his federal
income tax for the taxable year. This provision
also applies to certain specified income as well
as to other forms of long-term income. How
ever, the Commissioner in Internal Revenue
Mim. 43 (1952-2 CR112) and the Courts
have held that income for each of the years
involved in the computation of tax must be
adjusted for the purposes of the charitable
contributions deduction. Often the taxpayer
makes a large charitable contribution in the
year that he receives the long-term income
and he has been losing his full deduction
whenever he has elected the spread-back
provision.
Section 1307(e) provides relief in such a
situation. It is an elective provision and is
available to taxpayers for years beginning
after 1961. Actually, this section permits a
reduction of the amount of long-term income
to be spread to the years involved in the tax
computation rather than permitting the “lost”
portion of the contributions to be deducted
as a charitable contribution. The reduction in
long-term income to be spread is a fraction
of the allowable charitable deduction computed
on the adjusted gross income of the taxable
year including all of the long-term income.
The fraction used is the long-term income
over the adjusted gross income including all
of the long-term income. This can best be
illustrated by an example:
A, an accountant, receives $30,000 in 1963
for services performed over the period 1960
through 1963 which is subject to the spreadback rules. His adjusted gross income for
1963, without this long-term income, is
$25,000. A’s total adjusted gross income for
1963, including the long-term income, is
$55,000. A makes charitable contributions

of $11,000 (20% of the total adjusted
gross income for 1963). The $30,000 in
long-term income will be reduced by $6,000
(30,000/55,000 of $11,000) under this elec
tive provision. The remainder, $24,000, will
be spread ratably, $6,000 a year, to each of
the years 1960, 1961, 1962, and 1963, for
the purpose of computing the 1963 tax
liability. A’s adjusted gross income in 1963
under this provision will be $31,000, the
$25,000 of adjusted gross income without
the long-term income plus the $6,000 of
long-term income to be spread to 1963.
However, A’s charitable contribution de
duction for 1963 will be computed on an
adjusted gross income of only $25,000.
Contributions of Certain Depreciable Property
Taxpayers have long enjoyed the benefit
derived from making contributions of property
with a fair market value in excess of their
basis in the property. This benefit has come
from being able to deduct the fair market
value of the property as the amount of the
contribution without having to recognize any
income for the difference in basis and fair
market value. An amendment to Section 170
tends to limit the amount allowable as a
charitable contribution when the gift is made
in Section 1245 property.
Section 1245 property includes tangible and
intangible personal property, except livestock,
which is or has been subject to depreciation
allowed or allowable for periods after 1961,
and other tangible property, except buildings
or their structural components, which has been
used as an integral part of manufacturing,
production and extraction or other specified
uses and which has an adjusted basis which
results from depreciation or Section 168 amor
tization allowed or allowable for periods after
1961.
The gain from the sale or other disposition
of Section 1245 property is treated as ordinary
income to the extent of the depreciation of
amortization sustained after 1961.
This section introduces a new basis called
“recomputed basis.” The recomputed basis is
the adjusted basis recomputed by adding back
all adjustments attributable to periods after
December 31, 1961, reflected in the adjusted
basis on account of deductions allowed or
allowable for depreciation or for amortization
under Section 168. Where the basis for de

preciation or amortization is a substituted
basis, the adjustment to adjusted basis includes
the applicable depreciation or amortization on
such other property allowed or allowable to the
taxpayer or to any other person. The amount
to be treated as ordinary income is the amount
by which the lower of the recomputed basis,
or the amount realized in the case of a sale,
exchange or involuntary conversion, or the
fair market value of such property in the case
of any other disposition exceeds the adjusted
basis of the property.
Section 1245 is effective for taxable years
beginning after December 31, 1962. There
are, of course, certain exceptions and limita
tions to this general rule. These exceptions
and limitations will not be discussed in this
article since we are discussing only the effect
on charitable contributions.
Section 170(e) adds a special rule for
charitable contributions of Section 1245 prop
erty. It provides “The amount of any charitable
contribution taken into account under this
section shall be reduced by the amount which
would have been treated as a gain to which
Section 1245(a) applies if the property con
tributed had been sold at its fair market
value (determined at the time of the con
tribution) .”
Information Returns

Information returns are not new, but the
requirements for 1963 information returns are
much broader than in the past. This is brought
home forcibly when the 1962 Forms 1096 and
1099 are compared with the 1963 Forms
1087, 1096 and 1099. The new requirements
are the result of amendments to Sections 6042
and 6044 concerning dividend reporting and
the addition of Section 6049 concerning in
terest reporting.

Form 1099 requires the reporting of pay
ments for the calendar year 1963 in seven
categories:
1.
Dividends ($10 or more)
2.
Interest ($10 or more)
3. Patronage dividends and certain other
distributions by cooperatives ($10 or
more)
4. Salaries, fees, commissions, prizes, a
wards or other compensation. Do not
include amount reported in Form W-2.
5.
Rents and royalties
6. Annuities, pensions, and other fixed or
determinable amounts ($600 or more
aggregate amount of items 5 and 6)
7.
Foreign items ($600 or more)
Form 1087 is the “Nominee’s Information
Return” and must be filed by every person

who during a calendar year after 1962 receives
payments of dividends or interest as a nominee
on behalf of another person aggregating $10 or
more. A separate Form 1087 shall be filed for
each such person. The form calls for the name,
address and identifying number of the record
owner and of the actual owner and for the
amount of such dividends and the amount of
such interest.
Form 1096, the summary report of Forms
1099, 1099L and 1087, requires the number
of Forms 1099 attached and the separate total
amount reported for each of the seven cate
gories covered by Form 1099, the number of
Forms 1087 attached and the separate total
amount of dividends and of interest reported,
and the number of Forms 1099L attached.
These 1963 information return forms deserve
study now to make certain all the required
information will be available when it is neces
sary to prepare the forms.
The High Cost of Single Blessedness
(Continued from page 6)

$60,000 to his wife and $40,000 to other
beneficiaries, there may never be any tax on
his estate.
In order to compare the immediate erosion
of the estate, let us assume that the married
taxpayer leaves all or at least one-half of his
estate to his wife. The following tax com
putations are before credit for death taxes paid
to the state.
Total
taxable
estate
before
exemption
$ 100,000
250,000
500,000
1,000,000

Federal
estate
tax for
married
taxpayer
-0$ 10,900
47,700
126,500

Federal
estate
tax for
single
taxpayer
$

4,800
47,700
126,500
303,500

Difference

$

4,800
36,800
78,800
177,000

The greatest advantage of living in a free
society is that you have the right to make a
choice. You may prefer “single blessedness”
but can you afford it?
* * * *
“When employers come to accept a moral
responsibility for their employees, the help
that they give will not be any temporary
expedient to tide this business over this period
when employees are hard to get, but will be
a permanent feature of their personnel poli
cies.” Susan B. Sudderth, “The Newest One,”
THE WOMAN CPA, December 1952.

Comments and Idea Exchange
JANE STRENCIWILK, C.P.A.

THE ART OF DISAGREEING
WITH THE CLIENT
You have a client who stresses the fact he
doesn’t want “Yes men” around him. One day
you take him literally, disagree with him, and
what happens—he chews your head off!
So you retreat hastily, figuring that the
client didn’t mean what he said. Your con
clusion probably isn’t right. He meant what
he said, but there’s a right way and a wrong
way of disagreeing with a client. You just
used the wrong approach.
Disagreeing with the client is much the
same as disagreeing with anybody else. But
there are a few additional elements simply
because he is the client.
1. TIMING OF DISAGREEMENT is im
portant. Don’t disagree with the client when
he is feeling depressed, irascible or ill. Train
yourself to be sensitive to storm signals of
facial expression, posture, and tone of voice.
2. DON’T DISAGREE with the client when
there are others around. Wait until the two of
you are alone. Exception, of course, is the
conference, when everybody is on the same
level and the client is leading the group.
3. DON’T DETAIN the client with talk
about anything when he is twitching with
impatience to get away. He just isn’t with you.
4. IT’S PLAIN BAD MANNERS in talking
with anybody to say bluntly, “I disagree with
you”—“You’re all wet—or to use such words
as “idiotic,” “ridiculous,” “nonsense” in ex
pressing your reaction to the other’s ideas.
Under an attack of this kind, the other person
—client or anyone else—withdraws or lashes
back; you can’t reach them after that any
more.
5. DISCUSS FIRST that with which you
can agree. Spend enough time on this until
the client feels comfortable enough to accept
your disagreement.
6. USE NEUTRAL PHRASES such as “It
might be worth considering . . . ,” There
might be a possibility that . . . ,” Perhaps
it might be useful to find out if . . . .” These
phrases seldom arouse emotions, although they
actually mean the same as the more potent
“You haven’t thought of . . .
“You’ve for
gotten . . . ,” “You don’t know about . . . .”
Never underestimate the emotional impact of
words.
7. DON’T PRESS the client for an unmis
takable statement that he has reversed him
self. If he does go along with you on a point,

resist the temptation to say, “I’m glad you
see things my way.” Your prime purpose, after
all, is to give the client the advantage of your
best thinking. It doesn’t matter whether or not
you made the client change his mind.
8. DON’T INSIST on an immediate resolu
tion of the controversial point one way or
another. This is seldom necessary. And the
more time the client has to think quietly about
your objectives, the more likely he is to fuse
them with his own thinking.
9. UNLESS A DIFFERING opinion is of
real importance, it is usually wise to avoid
disagreeing at all. Sometimes the client wants
to think aloud with an audience. He may not
be planning to do anything, not for some time
anyway. He may just want to think around a
problem; he thinks better when he talks to
somebody, and you’re it. Disagreement at this
stage would be inappropriate and might annoy
him.
ONE MORE OBSERVATION: Where there
are intelligent people there may be disagree
ment. But intelligent people disagree construc
tively and with good manners, which is the
secret of how to disagree with the client.

NEW ZIP-CODE MAIL ADDRESSING
By now you are probably familiar with the
new system of mail addressing, sorting and
distribution called ZIP (Zoning Improvement
Plan) which was put into effect by the Post
Office on July 1, 1963. We suggest you give
the number to your printer whenever you are
ordering printed material with your address
on it. We wish to point out a possible cost
factor that you should consider before you
authorize any change with your printer. Until
the Zip-Code becomes mandatory we suggest
confining this change to your new orders where
the effect on cost of printing is negligible.

“Promise yourself to be too large for worry,
too noble for anger, too strong for fear, and
too happy to permit the presence of trouble.”
The Optimist Creed

“Cheerfulness keeps up a kind of daylight
in the mind, and fills it with a steady and
perpetual serenity.”
Joseph Addison

Tips for Busy Readers
MARILYNN G. WINBORNE, C.P.A.

Principles of Accounting. Rufus Wixon and
Robert G. Cox. The Ronald Press Company,
1961.
This textbook has been written especially
for the beginning accounting course for both
accounting majors and non-accounting majors.
The two-semester, or three-quarter sequence,
takes the new approach to the introduction of
accounting to the college student. Homer A.
Black and John E. Champion Accounting in
Business Decisions (Prentice-Hall, 1963), Rob
ert L. Seiler Elementary Accounting (Merrill,
1963) and the new edition by Harry A. Finney
and Herbert E. Miller of Principles of Account
ing: Introductory, 6th edition (Prentice-Hall,
1963) all state that they are written in the
new mode. None compare with Wixon and
Cox.

The first chapters explain the basic concepts
of accounting in clear, concise terms. The
student is introduced, without fanfare, to
corporate, partnership and proprietorship forms
of business. Procedures and techniques are
worked into the discussions of “what” and
“why” in a way that the student cannot bog
down and become preoccupied with them.
Accounting data for the use of management
forms the basis of the second semester’s study.
Working capital analysis, cash flow, budget
ing, standard costing, job-order and process
cost systems, analyses of cost behavior, price
level adjustments, and federal income tax
problems are all dealt with in a realistic man
ner.

The book includes two excellent practice
sets which reinforce the material without
belaboring the procedural. Some defects may
exist in this first edition, but all are minor,
especially in light of the edition’s contribution
to accounting education.
Students enjoy both the challenges and the
opportunities of applying their new-found ac
counting knowledge. Their degree of pro
ficiency in the procedures is at least as great
as when pencil-pushing was the objective of
the first accounting course. This book should
enable colleges to expand all subsequent ac
counting courses and to increase the depth
and breadth of their curriculums without in
creasing the total number of hours of study.
This book will become a landmark in ac
counting education.

Information Economics and Management Sys
tems. Adreian M. McDonough. McGrawHill Book Company, Inc., 1963.
The first half of this book is an overt at
tempt to convince the reader that “we are not
anywhere near the goal of satisfying the de
mand for knowledge required to organize and
operate businesses.” Professor McDonough ap
pears to believe that the major reason for this
deficiency lies in the fact that economists have
heretofore left the field of information theory
and systems to semantics, operations research,
accounting, sociology and psychology. Numer
ous quotations from a variety of sources in
these fields form the basis of the study and
make the originality of the economic approach
suspect.
The author admits that increases in the
amount of knowledge available in the various
fields of human endeavor require a greater
degree of specialized, detailed study. He points
out that, recently, attention has been called to
the compartmentalized mind and the dangers
inherent in such a mentality, and he admits
that ways of overcoming this narrowness with
out losing the detailed knowledge have been
sought by all fields of inquiry.
Professor McDonough states that Operations
Research has proved to be an invaluable tool
in decision making by requiring objective
analysis on an interdisciplinary plane. The use
of Operations Research in business problems
requires quantified, measured data of the type
unnecessary a few years ago. The production
of this data coupled with the advent of com
puters brought about the current interest in
business systems. The focus of this book is on
a “plan” for developing a structure for the
flow of information specifically directed to
ward the problems of business management.
The underlying assumption of this “plan” is
that the environment in which a business ex
ists is of infinite complexity and change and
that the designed system does not have to be
good for all time but, of itself, can and will
change.
Information economics is concerned with
the data necessary to supply management with
sufficient information to apply efficiently the
available resources to the available opportun
ities for creating a profit. Information eco
nomics “ (1) analyzes business decisions in

every possible situation in an organization
where ‘need to know’ arises and (2) considers
management as the complex of the thought
processes generated in the organization and
operation of a particular business.” Thus it
seems that the economists are no longer con
tent with their role as “explainers” of business
phenomena but want to get into the actual
operations of business.
The second half of the book is devoted to
the contribution of the author in the area of
“instant systems” for particular problems of
business managements. A vocabulary of terms
commonly used by management books was
compiled and indexed to thirty selected books
in the area. Next a problem index was con
structed in which the major decision-making
areas were categorized. A third file was made
in which the various systems, the type of
information they produce and their require
ments were detailed. These three files were
then merged on a cross-indexed master file.
For a particular situation, the master file is
searched for the data requirements of a par
ticular system tailored to meet the needs of
the specific problem.
The author has made a contribution to
systems study. The method explained by him
will doubtless find many applications in busi
ness, research and teaching. It is regrettable
that his efforts are almost obscured by an
attempt to use all of the words and techniques
now in vogue and by references to his con
sulting prowesses.
The subject area is one with which ac
countants must be familiar; an area in which
accountants work; but the treatment is some
what disappointing.

Are We Keeping Pace?
(Continued from page 5)
fortunes on her clothes or to spend hours in
a beauty shop to look equally as presentable as
a man.
It may seem that this matter of appearance
is stressed too much, but the person hiring an
other does not consider this a shallow criteria.
It is hoped that primarily he is concerned with
other qualifications, but in a personal interview
he sees the prospective employee as she will
appear to his customers or clients and visualizes
the affect that appearance may have on his
business. Therefore, we cannot minimize the
importance of “good looks.”
Finally business women must attempt to
overcome the stereotype of the emotional

woman. They must be able to leave the prob
lems of home at home and not carry them to
the office. They must be stable. A certain
amount of feminine whimsy can be attractive,
but very little of it belongs in the business
world.
Many employers complain that women are
not even-tempered, make mountains out of
molehills, are petty—all are descriptions of
the female at her worst. She cries when some
one criticizes her work; goes into hysterics if
somebody unjustly wrongs her and pouts if
her feelings get hurt. Women must lean over
backwards to be sure that they retain their
objectivity at all times, and, if need be, they
must develop a thick skin so their work can
progress smoothly and calmly in the face of
daily crises. They must devote themselves to
reshaping the image of the woman worker as
one emotionally equipped to stand the pres
sures equally as well as a man.
Marya Mannes raised quite a storm in her
two articles in the New York Times, “Female
Intelligence—Who Wants It?” As she sums
up the situation: “Women are not by nature
denied the ability to think creatively and ab
stractly. It is rather that this ability is unpopu
lar with women because it is unpopular
with men. Our prior need, in short, is to
be loved. My point is a woman who has the
capacity and the desire to think and create
in abstract terms should not only have ample
opportunity to do so but the support of a soci
ety which needs all of the independent intelli
gence it can get—man or woman.”
Most women agree with Marya Mannes
wholeheartedly. And by “support of society”
they must accept the fact that “society” means
women as well as men. Women themselves
must support each other to achieve acceptance.
It is always disturbing to hear a woman say,
“I would rather work for a man than a woman
any day,” or “I would rather talk this over
with a man.” Actually it probably makes little
difference what sex women are talking to or
working with. It is the “person” who makes
the difference, and a good supervisor can be a
man or a woman. Women executives are not
free from this small form of “treason” them
selves. Many think, or just assume, that al
though they are capable of handling their jobs,
they should be responsible to a man. Each
time a woman assumes this she is closing the
doors on herself and other women. If women
continue to take this attitude they will ulti
mately find themselves in a dead end for if
they are not willing to open doors for other
women then they are not allowing women, in
cluding themselves, to work to full capacity.

It is not only the jobs and careers of today’s
women that are at stake. They are the women
who will set the pattern. If they are not up
to obtaining and holding professional, super
visory and executive positions today, then
those positions will surely be filled by men.
If young women in college see men dominat
ing certain fields they will ignore those areas
because they will assume that there are no
opportunities for them there; and this assump
tion will probably be correct. It is a vicious
circle of the simplest sort and the next few
years are the crucial period.
It has taken many years for women to at
tain the acceptance in the business world
that they enjoy today. No one can predict
the future, but it is certainly the responsibility
of women individually and collectively to do
their best to keep pace thereby assuring to
future business women the same opportunities
and advantages that they have had.

Accounting for Trade or Barter—
(Continued from page 8)

and the expense in a different period, if that
is properly where it belongs. As accountants
become more knowledgeable and more per
suasive in explaining to management the mer
its of properly assigning income and expense
to their respective periods, I hope to see more
stations adopt this method.
Statement presentation (for those contracts
recorded) varies considerably. The income
may or may not be separated from regular
sales. Expenses and amortization should log
ically be allocated by departments or to cost
of sales—but this is not always the case.
Sometimes trade expenses are combined into
one figure, and in some companies trade in
come and expenses are netted against each
other and the difference is shown as either
income or expense for the month or period.
If a company followed the practice of re
cording the income and expense from each
contract in the same month and then netted
these figures the result would be zero and,
therefore, never mentioned on a statement.
My recommendation is to allocate income and
expenses by type and department and record
each in its proper period. Management then
has a complete picture of operations and
furthermore one that is comparative to other
periods when comparable income or expense
may have been on cash terms.
Irregardless of whether trade contracts are
recorded on the books, the internal control
procedures applied should be complete. If
the control is lax, the station may never re
ceive the benefits for which it is running a
sponsor’s commercials.

Prizes, promotional materials, accommoda
tions available at hotels and on planes should
be inventoried exactly and issued only upon
written authority of an authorized member of
management.
The air time contracted for should be in
ventoried just as carefully and identified with
a specific contract before it is run to be sure
it is authorized. Contract numbers should be
assigned and used for all transactions until
the contract is completed.
Independent auditors reviewing a station’s
books should be very aware of this type of
contracts for material misstatements of income
or serious defalcations may arise from im
proper handling or control.
It is clear from my presentation to you that
the broadcasting industry is not settled in
its treatment of trade agreements, and, there
fore, accountants are not either. I would wel
come comments from other accountants ex
perienced in this field, with the goal in mind
of developing more uniform accounting treat
ment of trade or barter agreements.
* * * *

“A word is probably in order about the
personal qualifications necessary for the work
of an accountant. This is certainly no occu
pation for a person who doesn’t like to attend
to details. Order is the watchword of the ac
countant. He must have a strong capacity for
analytical reasoning and a knack for quick and
accurate classification. He should be interested
in organizational and operational aspects of all
kinds of business firms, and he should be able
to describe financial functions in words and
figures. He should have a facility for numbers
and figures, and he must be able to under
stand complex documents such as contracts
and tax forms. Of all his physical assets, his
eyes are perhaps the most important, for he
is required to spend long hours checking
numbers and figures.” William F. Loflin, C.P.A.
“Qualifications of the Accountant,” THE
WOMAN CPA, October 1949.
* * * *

IN MEMORIAM
Katherine E. Pfeifer, C.P.A., a member
of the Editorial Advisory Board, passed
away in Cleveland, Ohio, on September
9, 1963. She was on the audit staff in the
Cleveland office of Lybrand, Ross Bros.
and Montgomery. Her Ohio C.P.A. cer
tificate was granted in 1946. She was
president of AWSCPA in 1959-1960 and
was both a past president and honorary
member of the Cleveland ASWA Chap
ter.

In This Issue
This issue’s lead article “Are We Keeping
Pace?” represents a slight variation in content
of material used by this publication. The
article does not represent a technical account
ing study; but it is published to stimulate the
thinking of our readers and to point up the
importance of adult education and continuing
education. Its author, Alice W. Sandstrom,
has, since 1948, been business manager of The
Children’s Orthopedic Hospital and Medical
Center in Seattle. Miss Sandstrom completed
two terms as President of the Seattle ASWA
Chapter and is currently Treasurer of both the
American Association of Hospital Accountants
and of the Washington State Hospital Associa
tion. She has been a part-time instructor in
institutional accounting at the University of
Washington, where she was graduated with
a major in accounting.
Biographical information concerning Grace
S. Highfield, author of “The High Cost of
Single Blessedness,” appears in the August
1963 issue where Miss Highfield is introduced
as the 1963-1964 President of AWSCPA. We
invite comments from readers concerning this
article. What about the inequities in Social
Security benefits where both husband and
wife have been “covered workers” and become
eligible for benefits? What about the maximum
standard deduction of $1,000.00 for Federal
income tax purposes for both single and mar
ried taxpayers? What about the limitation of
net capital losses on individual Federal in
come tax returns?
Julianna Royal, C.P.A., is a graduate of
Pomona College with a major in economics.
Currently a director of AWSCPA, she is also
serving as Third Vice President of Radio and
Television Women of Southern California. She
is a past president of the Los Angeles ASWA
Chapter and was named its most valuable
member for the year 1961-1962. Miss Royal
is a member of both the California Society and
the American Institute of Certified Public
Accountants. She has been Business Manager
of Station KCOP-TV for the past three years.

NEW TAX EDITOR
Dorothea Watson, whose first column as
Tax Editor appears in this issue, is a native
Oklahoman who has remained in Oklahoma.
An Oklahoma C.P.A. since 1949, she is present
ly Manager in the Tax Department of the Okla
homa City office of Arthur Young & Company.
Miss Watson served her state C.P.A. Society
as its Secretary-Treasurer for four years and
was the first President of the Oklahoma City

ASWA Chapter. She is recognized as one of
the contributing editors of the Banking Law
Journal’s recently published book entitled
“Federal Income Taxation of Banks and Fi
nancial Institutions.”
EDITORIAL BOARD

The August 1963 issue of THE WOMAN
CPA listed the names and places of residence
of the present members of the Editorial Board;
but we would like to share with you some
additional information we have obtained about
them.
Miss Dorris Michalske received her C.P.A.
certificate in Ohio in 1951 and holds a B.B.A.
degree from the University of Michigan. She
is presently employed by the Mosaic Tile
Company in Cleveland. She has held a num
ber of offices in her local ASWA chapter and
served for three years as Literary Editor of
this publication.
Dr. Catherine E. Miles was granted her
Ph.D. by the University of Alabama in 1953.
During the current year, she has received her
L.L.B. from Emory University and has been
admitted to the Georgia bar. She is presently
Professor of Accounting and Chairman of the
Department of Accounting, Georgia State Col
lege, Atlanta. She is a past president of the
Atlanta ASWA Chapter.
Virginia M. O’Hern served as Associate
Editor of THE WOMAN CPA during 19591960 and is a past president of the Los Angeles
ASWA Chapter. A former teacher and first
lieutenant in the USMCWR, Miss O’Hern is
employed by Hunt Foods and Industries, Inc.
in Fullerton. Miss O’Hern received her C.P.A.
certificate in 1952.
Doris Parks, an Illinois C.P.A., has held
numerous offices in both AWSCPA and ASWA.
For the past six years, she has been in charge
of accounting for the Cowles Family Trusts,
Chicago, Illinois. Prior to that time Miss Parks
served for ten years as Business Manager of
the University Dining Halls and Instructor in
Accounting at the University of Washington,
Seattle.
Patricia Ann Perry was President of the
Portland ASWA Chapter in 1958-1959. She
is a licensed public accountant in the State
of Oregon and has been a partner in the firm
of Rogers, McCredie and Perry since 1950.
Her business education has been obtained
from Oregon State University, the University
of Oregon Extension Division and the Inter
national Accountants Society.

IAS

For Postgraduate Training

One or more college degrees fre
quently are noted among the listed
qualifications of IAS enrollees. During
the ten years 1951-60,14,817 men and
women who had graduated from col
lege or university enrolled for IAS

training. During that same period more

tion is to provide complete technical
training in accounting and allied sub
jects, as well as refresher or advanced
courses to those with previous account
ing training. Also, in these complex
times many with excellent educational
backgrounds in the arts or sciences dis
cover a need for professional training
in accounting.

than that number of others whose col

lege or university programs had been
interrupted prior to graduation also

enrolled.
Throughout the country many uni
versity instructors in accounting make
it a point to suggest IAS when they are
asked to recommend a good home
study school. We are grateful for their
fine co-operation.
IAS, of course, is not in competition
with colleges or universities. Operating
in the field of adult education, its func

The IAS elective plan enables the
student to concentrate his study efforts
on those subjects that are a matter of
practical concern in his work. Through
home study, college graduates and oth
ers in need of refresher courses or addi
tional advanced training can add to
their technical backgrounds by making
constructive use of their spare time.

The school’s 24-page Catalogue A is
available free upon request. Address
your card or letter to the Secretary,
IAS.
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